[image: ]

	Module Title
	Problem Solving and Decision Making

	Module Code
	LCLM4004

	Assessment Title
	Component 2 Individual Report Green Haven Florists

	Student Name
	Abdul Sesay

	Student Number
	2516807

	Lecturer’s Name
	Dr Faizu Edu




Table of Contents

Contents                              			     Page Number

Introduction…………………………………………………………………………..3
Brief Explanation of the Specific Business Problem………………………....….3
Two Alternative Solutions…………………………………………………...……...3
Justification for Selected Solution…………………………………………….…...4
Risk Analysis of the Selected Solution……………………………………..….….4
Plan to Implement the Selected Solution………………………………….….…..4
Means of Measuring Effectiveness of Implementation of Selected Solution.…5
Conclusion …………………………………………………………………..……….5
Reference List………………………………………………………………………..6

Introduction 
What the report is about. 
Any definitions should be provided in this part of the report.
· Approximately 100 words

[bookmark: _Hlk205982484]Brief Explanation of the Specific Business Problem
· Provide a brief overview of the case study. 
· Summarise the various causes that contribute to the problem.
· [bookmark: _Hlk210817679][bookmark: _Hlk205979492]Approximately 200 words
[bookmark: _Hlk205982497]Suggested Two Alternative Solutions
Solution A 
· Explain this solution 
· Conduct a PMI analysis for solution A
· Justify how it will resolve the specific business problem.
·  Approximately 150 words

Solution B 
· Explain this solution.
· Conduct a PMI analysis for solution B
· Justify how it will resolve the specific business problem.
· [bookmark: _Hlk205980222] Approximately 150 words

Justification for Selected Solution
· Explain why either Solution A or B is the most appropriate solution to progress with.
· Justify and defend this preferred solution 
· Explain and defend the weightings attributed.
· Approximately 100 words


[bookmark: _Hlk205982530]Risk Analysis of the Selected Solution
Based on the results from your Risk Analysis:
· Discuss the risks your solution may encounter.
· Explain and defend the criteria you used.
· Approximately 100 words

Plan to Implement the Selected Solution
[bookmark: _Hlk205981406]Based on the Implementation Plan you have provided: 
· Explain and defend the order, scheduling and responsibilities of the tasks.
· Provide insight into your decisions and provide justifications for these. 
· Approximately 250 words
Means of Measuring Effectiveness of Implementation of Selected Solution
 Based on the KPI and SMART Objective table you have provided:
· Explain and defend the Key Performance Indicators you have proposed.
· Explain and defend the SMART objectives you have proposed. 
· [bookmark: _Hlk205981688]Approximately 200 words
Conclusion:
Key Findings
· Review your report
· Identify the most important four or five key findings from your report.
· [bookmark: _Hlk208302504]Approximately 150-200 words


Reference List 
· Include the details of all the sources cited in your report.
· Ensure these are presented in the Harvard Referencing style.
· Note: there is an expectation that at least five academic sources should be integrated with the content of this report.

Task1: Case Study Introduction and problem identification

This report evaluates the strategic recovery of Green Haven Florists, a Norwich-based independent retailer founded in 2016. Green Haven has historically distinguished itself through a commitment to eco-friendly practices and sustainable floral design. However, the business currently faces a critical decline in profitability, marked by a 30% drop in foot traffic over the past year. This report defines "Digital Transformation" as the integration of digital technology into all areas of a business, fundamentally changing how it operates and delivers value to customers. The purpose of this document is to investigate feasible strategic solutions—specifically focusing on digital modernisation and service diversification—to ensure the brand’s long-term survival in an increasingly competitive retail landscape.  

Brief Explanation of the Specific Business Problem

The core problem facing Green Haven Florists is a significant revenue gap caused by a 30% decline in physical store visits. This downturn reflects broader macroeconomic trends in 2026, where rising inflation and shifting consumer behaviours have pressured independent retailers.  

The causes are multifaceted:

• Macro-Environmental Pressures: High inflation has reduced discretionary spending, making luxury items like flowers less of a priority for the average high-street shopper.  

• Digital Lag: The business currently operates with an "outdated" website, which fails to capture the growing segment of consumers who prefer the convenience of online shopping.  

• Market Competition: Large national chains are leveraging economies of scale to offer lower prices, which Green Haven, with its bespoke model, struggles to match.  

• Changing Foot Traffic: Traditional "high-street" shopping patterns have shifted, leaving Green Haven’s physical location with reduced activity.  

Task2:  Proposed Solutions
Solution A: Digital Overhaul and Subscription Model
Solution A focuses on a comprehensive digital transformation, integrating a modern e-commerce platform with social media. This includes the launch of a subscription-based service for both residential and corporate clients.  
PMI Analysis:
• Plus: Creates predictable monthly cash flow and improves brand visibility among younger, tech-savvy demographics.  
• Minus: Involves high initial setup costs for the website and requires a consistent time commitment for digital content management.  
• Interesting: This model could allow for "seasonal surcharges" or exclusive member-only floral workshops to build a community around the brand.  
Justification: This solution directly counters the decline in foot traffic by pivoting toward the online floral sector. By streamlining the digital journey, Green Haven can recapture customers who migrated to larger retailers for convenience, while maintaining their unique sustainability USP.  
Solution B: Strategic Partnership and Local "Haven Hubs"
Solution B involves a low-cost physical expansion by partnering with non-competing local businesses, such as high-end coffee shops or organic grocers, to act as "Haven Hubs".  

PMI Analysis:
• Plus: Low capital expenditure and increases physical touchpoints without the burden of high rent.  
• Minus: Green Haven has less control over how flowers are displayed or stored at partner sites, and profit-sharing reduces margins.  
• Interesting: Partners could be chosen based on shared sustainability values, creating a "green network" in Norwich.  
Task3B : Justification of Preferred Solution
Justification: This addresses the "reduced activity" of the current location by bringing the product to where the foot traffic has shifted—neighborhood hubs. It also reduces "last mile" delivery expenses by encouraging click-and-collect.  
Justification for Selected Solution

Based on the Decision Grid Analysis (Appendix 1), the Corporate and Subscription Pivot (Solution A) is the preferred solution, scoring 3.9 compared to 3.4 for Solution B.  
While digital expansion is a necessity in the modern climate, the subscription model specifically offers a predictable revenue stream through recurring billing. This reduces the financial volatility inherent in traditional retail. Furthermore, consumers are increasingly willing to pay a premium—up to 10% more—for subscription services that emphasize sustainable and locally sourced attributes. The weightings in the grid (30% for revenue and 25% for brand alignment) reflect the urgent need for financial stability while protecting Green Haven’s "green" identity.  premium for subscription services that emphasise sustainable and locally sourced attributes (Etheredge et al., 2024). The approach allows Green Haven to capitalise on its unique brand identity while ensuring a steady cash flow.’’

Task 4B : Risk Analysis Discussion
Risk Analysis of the Selected Solution
The primary risk identified is aggressive competitor pricing from national chains. To mitigate this, Green Haven will focus on its niche "Bespoke and Eco-friendly" branding, which large-scale competitors cannot easily replicate.  
Another significant risk is supply chain disruption caused by inflation. The strategy involves pivoting to local Norfolk growers to reduce import costs and align with consumer preferences for sustainable floral design. Additionally, to address the risk of low subscription uptake, Green Haven will offer a "trial month" discount to encourage initial sign-ups. These choices prioritize long-term resilience over high-volume, low-margin competition.  
Task 5B ; Justifiction of implementation Plan
The immplementation plan (Appendix 3) is designed to be low risk and resource-efficient. By dedicating the first phase to market research and local grower outreach, Green Haven  minimises the impact of supply chain volatility (Florist’ Review, 2026). The twelve- week timeline ensures that the digital transition is handled systematically, allowing for the intergration of secure recurring payment technology which is essential for modern subscription-based business models (Shah, 2025). This phased approach ensures the bussiness remains operational while shifting its core stratergy
Plan to Implement the Selected Solution
The implementation plan (Appendix 3) is a 12-week phased rollout designed to be resource-efficient.  
• Phase 1 (Weeks 1-2): Focuses on market research and local grower outreach to minimize supply chain volatility.  
• Phase 2 (Weeks 3-6): Involves the technical development of the website and subscription packages, led by Priya and an IT freelancer.  
• Phase 3 (Weeks 7-9): A "teaser" marketing campaign will build anticipation.  
• Phase 4 (Week 10+): The official launch of the "Green Haven Circle".  
This phased approach ensures the business remains operational while shifting its core strategy, allowing for the integration of secure recurring payment technology which is essential for financial stability.  
Task 6B : Monitoring and evaluation
Monitoring the success of these changes will involve tracking Sales Revenue Growth and subsription sign-ups against the SMART objectives (Appendix 4). Utilising digital analytics to measure engagement is a standard requirement for businesses undergoing digital transformation in the current economic climate (Fauzi, 2026). By evaluating these KPIs monthly, Liam and priya can make data-driven adjustments to their marketing , ensuring that the business remains aligned with evolving consumer expectations for eco-concious retail (Etheredge et al., 2024).
Means of Measuring Effectiveness
Success will be measured using Key Performance Indicators (KPIs) and SMART objectives (Appendix 4). The primary objective is to increase total monthly revenue by 15% within the first 6 months.  
Additional metrics include:
• Securing 30 recurring subscription sign-ups by the end of the first quarter.  
• Achieving a 20% increase in website traffic.  
• Reducing waste by 5% by switching to seasonal, local stock.  
Utilizing digital analytics to measure these conversions is a standard requirement for modern businesses. Monthly evaluations will allow Liam and Priya to make data-driven adjustments to their marketing, ensuring alignment with consumer expectations.  
Task 7: Summary of Key Findings
  Conclusion
Green Haven Florists can successfully overcome its 30% revenue decline by pivoting toward a digital-first, subscription-based model. The four key findings are:  
1. Stability: Recurring B2B and B2C subscriptions offer a more stable income stream than high-street foot traffic.  
2. Differentiation: The risk of competitor pricing is best countered by emphasizing the shop’s unique eco-friendly identity.  
3. Feasibility: A 12-week phased rollout allows for digital transition without overwhelming operational capacity.  
4. Growth: By setting SMART objectives, the business can monitor its 15% growth target and ensure long-term viability.  
PMI Evaluation Table

	Category 
	Solution A: Digital and subscription
	Solution B: Partnership Hubs

	Plus (+)
	Build long-term loyalty and predictable monthly cash flow.
	Low overhead costs; taps into existing foot traffic in new areas.

	Minus (-)
	Requires significant upfront investment and technical skill.
	Potential brand dilution; reliance on third party reliability.

	Interesting (?)
	Could use data analytics to personalise flower arrangements.
	Potential to create a “Norwich Green Trail” with other eco-shops.




Evaluation Summary 
The evaluation reveals that while Solution B offers a low-risk entry into new physical spaces, Solution A provides a more robust long-term strategy for survival. According to Kotler and Armstrong (2020), digital transformation is no longer optional but a necessity for small retailers to maintain a competitive advantage against national chains. By modernising their web presence, Liam and Priya directly address the specific customer feedback regarding their “outdate” site while simultaneously creating a scalable revenue stream through subscriptions that offsets the decline in high-street foot traffic.

Reference:

· Harvard style: Green Haven Case Study (2024)
Task Description: Nature and Scope of the issues impacting Green Haven Florists. (Internal Module Document). University of Wales Trinity Saint David.

· APA style: Green Haven Case Study. (2024). Task Description: Nature and Scope of the issues impacting Green Haven Florists (Case study). University of Wales Trinity Saint David.
[bookmark: _GoBack]
· Chaffey, D. (2022). Digital Business and E-Commerce Management. Pearson.
Green Haven Case Study (2024). Task Description: Nature and Scope of Issues.
Porter, M.E. (1985). Competitive Advantage: Creating and Sustaining Superior Performance. Free Press.
· Kotler, P. and Armstrong, G. (2020) Principles of Marketing. 18th  edn. Pearson Education.

Journal Article
· Fauzi, E.O. (2026) ‘Retail growth and digital transformation framework: a strategic approach for business sustainability’, Journal of Resource Management, Economics and Business, 5(1), pp. 11-26.

I use this for Supporting my Digital Overhaul solution. I use it to argue that technology is vital for long-term sustainability.

     Journal Article
· Shah, G.s. (2025) ‘the rise of recurring payments: transforming business models through subscription technology’, European Journal of Computer Science and Information Technology, 13(32), PP. 160-172.

I use this for subscription model. Proves that recurring payments build customer loyalty and financial stability.

Journal Article
· Etherdge, S. et al. (2024) ‘College students’ perceptions of sustainable floral design and willingness to pay for environmentally sustainable attributes’, HorTechnology, 36(1), pp. 45-55.

I use this journal article to support my premium pricing. This study proves customers are willing to pay up to 10% more for locally sourced, eco-friendly flowers.

Report 
· mcKinsey and Company (2026) the State of fashion 2026: When the rules change. Available at: https://.www.mckinsey.com (Accessed: 12 April 2026). 

     I use this report to support my Risk Analysis. Use this to discuss the challenges of sustainable packaging and high equipment costs for small businesses.

Trade Journal
· Florists’ Review (2026) ‘Survey: Sustainability efforts uneven across floriculture supply chain’, 6 March. Available at: https://.floristseview.com (Accessed: 12 April 2026).

        I use this trade journal to support my risk analysis. Use this to discuss the challenges of sustainable packaging and high equipment costs for small businesses.

The assignment asks for either a Grid Analysis or a (PMI (Plus, Minus, Interesting) technique. A Grid Analysis (also known as a Decision Matrix). 

Appendix 1: Decision Grid Analysis

	Criteria 
	weight
	Solution 1: Digital Overhaul (E-commerce and Socials)
	Solution 2: Corporate and Subscription pivot

	Cost to implement
	       20%
	2 (Hight initial setup cost)
	4 (Low cost, mostly marketing)

	Potential Revenue 
	       30%
	5 (Massive reach
	3 (Steady, but smaller niche)

	Alignment with Brand
	        25%
	4 (Maintains eco-image online)
	5 (Eco-office focus fits perfectly)

	Ease of use for Liam/Priya
	        25%
	2 (Steep learning curve)
	4 (Leverages existing skills)

	TOTAL SCORE
	       100%
	3.4
	3.9




Appendix 2: Risk Analysis (Task 4A)

	Risk Description
	Likelihood (1-5)
	Impact (1-5
	Risk Rating (LxI)
	Mitigation Strategy (How to stop it)

	Low Subscription Uptake: Customers might not want a recurring cost.
	3
	4
	12
	Offer a ‘’trial month’’ or a discount for the first three months to encourage sign-ups.

	Supply Chain Disruption: High inflation makes flowers too expensive to source.
	4
	3
	12
	Build relationships with more local Norfolk growers to reduce import costs.

	Technical Failure: the new website or booking system crashes.
	2
	5
	10
	Use a reliable platform (like shopify) and ensure regular backups are made.

	Competitor Reaction: the national chain drops their prices even further.
	4
	4
	16
	Focus on ‘’Bespoke and Eco-friendly’’ branding which the big chains can’t replicate.

	
	
	
	
	




Appendix 3: Implementation Plan (Task 5A)

This table belongs in my appendix. It breaks the project down into four clear phases over a 3 month (12-week) period.

	Phase 
	Activity 
	Timeline 
	Responsibility 
	Resources Needed

	1. Research 
	Market survey of local businesses and sourcing eco-growers.
	Weeks 1-2
	Liam 
	Survey tools, local directory.

	2. Development 
	Designing subscription packages and updating the website.
	Weeks 3-6
	Priya/IT Freelancer
	Web platform, floral stock.

	3. Marketing
	Social media ‘’teaser’’ campaign and local B2B outreach.
	Weeks 7-9
	Priya 
	Social media ads, brochures.

	4. Launch
	Official rollout of the ‘’Green Haven Circle’’ subscription.
	Weeks 10+
	Liam and Priya 
	Delivery vehicle, packaging.



Appendix 4: KPI and SMART Objectives Table (Task 6A)
This table proves you to understand how to turn a vague business idea into a measurable goal. 

	Key Performance Indicator (KPI)
	SMART Objective

	Sales Revenue Growth
	Increase total monthly revenue by 15% within the first 6 months of the subsceiption launch.

	Customer Acquisition 
	Secure at least 30 recurring floral subscription sign-ups by the end of the first quarter.

	Digital Engagement 
	Achieve a 20% increase in website traffic and a 10% rise in social media ‘’conversion to sale’’ rate within 4 months.

	Cost Management
	Reduce packaging and supply waste by 5% by switching to locally sourced, seasonal stock by week 12.
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